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CO’s  Corner 


Happy  Holidays.  I hope  that  you  and 
your  families  all  enjoyed  the  season  as  much  as 
I did.  I would  like  to  thank  all  of  you  who  went 
the  extra  mile  and  made  mission.  Good  job!! 
The  District  stood  tall  in  December. 

An  old  gunnery  sergeant  told  me  once 
that,  “You  can’t  order  a Marine  to  jump  on  a 
hand  grenade.  But  if  he  is  lead  properly,  moti- 
vated properly  and  is  made  to  feel  he  is  part  of 
the  team,  he  will  willingly  jump  on  the  grenade 
to  save  the  team.” 

The  recruiting  grenade  is  coming  ... 
FMAM.  There  is  no  need  to  throw  yourself  on 
this  grenade,  but  I’ll  ask  you  to  throw  a sandbag 
on  that  grenade  to  eliminate  any  deadly  effects. 


“Demonstrate  our  part  in  the  order  of  battle  by  getting 
those  high  quality  young  men  and  women  the  Corps  will  need 
for  the  future.  ” 


Commanding  officers  will  reasonably  task  their 
NCOICs.  NCOICs  will  motivate,  train,  and  lead 
their  recruiters.  Recruiters  will  work  their 
future  Marines,  seek  out  the  prior  service  Ma- 
rines and  pay  close  attention  to  the  PPC  cards. 
The  PPC  will  come  from  a paid  media  buy  in 
progress  and  a national  mail  drop  aimed  at  grad 
contracts.  Let’s  use  those  supporting  arms  and 
programs.  Teamwork  will  get  us  through 
FMAM. 

All  indications  are  that  we  will  resolve 
Operation  Desert  Shield  during  FMAM.  We  in 
recruiting  have  an  opportunity  to  contribute 
directly  to  the  combat  effectiveness  of  the 
Corps.  The  Corps  has  allowed  us  to  open  up 
prior  service  Marines  as  accessions  during  this 
month.  Let  those  prior  service  Marines  know 
that  the  Corps  needs  their  help  and  that  we  will 
provide  them  an  opportunity  to  serve  and  be  a 
part  of  this  latest  page  in  the  Corps  history 
book.  Marines  will  rise  to  meet  any  challenge 
given  the  proper,  sincere  motivation.  Nobody 
does  it  better  than  6th  District  recruiters. 


If  you  are  fortunate  enough  to  work 
PS  contracts,  remember  to  keep  working 
all  your  other  markets  and  using  all  activi- 
ties and  sources.  PS  contracts  are  a short- 
term luxury. 

As  we  pass  the  UN  deadline  for  Iraq’s 
withdrawal  and  more  of  our  fellow  Ma- 
rines head  into  harms  way,  let’s  show  them 
our  support.  Demonstrate  our  part  in  the 
order  of  battle  by  getting  those  high  quality 
young  men  and  women  the  Corps  will  need 
for  the  future. 

Again  a tip  of  the  hat  and  special 
salute  to  the  mission  makers  and  boomers 
for  your  great  job  in  December. 

Semper  Fi, 


January  1991 
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From  FO  to  XO 

Career  Marine 

By  GySgt.  J.  Booker  Simmons 

6th  MCD  PA  Chief 

There  is  a truism  in  the  Marine  Corps  that 
says  “Given  a very  difficult  mission  that  one  per- 
forms well,  odds  are  you  will  be  given  it  again.” 
This  is  especially  true  for  the  current  execu- 
tive officer  of  the  6th  Marine  Corps  District, 
Colonel  Thomas  P.  Finnerty. 

During  his  23  years  in  the  Corps,  Col.  Fin- 
nerty has  been  assigned  to  duties  that  range  from 
forward  observer  to  commanding  officer  of  an 
artillery  battalion  to  a recruit  training  company 
and  a recruiting  station.  Success  has  always  de- 
pended on  hard  work,  dedication  to  duty  and 
leadership  by  example  as  personified  in  Col. 
Finnerty’s  daily  routine  and  his  straight-forward, 
business-like  personality. 

The  Missouri  native  began  his  career  after 
receiving  a bachelor’s  degree  in  mathematics  from 
Southern  Illinois  University  and  a Marine  Corps 
commission  through  the  Platoon  Leaders  Class 
Program.  He  attended  The  Basic  School  and  then 
the  Field  Artillery  Officers  Basic  Course. 

“I  chose  the  Marines  because  I wanted  to  be 
a part  of  the  proud  tradition  and  history  of  the 
Corps,”  said  Col.  Finnerty.  “We  were  in  the  Viet- 
nam Conflict  and  I wanted  to  serve  my  country  as 
an  officer  of  Marines.” 

The  first  assignment  the  colonel  received 
was  assignment  as  a forward  observer,  Battery  F, 
2/12  in  the  Republic  of  Vietnam. 

“I’ve  gained  a gread  deal  from  these  assign- 
ments and  I am  proud  to  be  a Marine,”  said  Col. 
Finnerty.  “I  enjoyed  it  so  much  as  a young  reserve 
officer  that  I decided  to  stay  Marine.” 

Staying  Marine  got  the  colonel  his  first 
introduction  to  recruiting.. .but  on  the  receiving 
end.  He  was  assigned  to  MCRD  Parris  Island, 

S.C.  and  served  a variety  of  billets  that  ranged 
from  series  commander  and  company  commander 
to  Director,  Special  Training  Branch. 


SSgt.  Kenneth  M.  Dvorak 

Colonel  Thomas  P.  Finnerty,  Sixth  Marine 
Corps  District’s  Executive  Officer. 


“I  enjoyed  my  tour  at  PI,  but  I wanted 
to  get  back  to  artillery.  You  get  rusty  if  you 
don’t  work  in  your  primary  M.O.S.  and  the 
FMF  frequently.” 

The  next  several  years  he  attended 
an  advanced  artillery  school  and  served  as  a 
battery  commander,  assistant  operations 
officer,  and  fire  support  coordinator  with 
1st  Battalion,  10th  Marines  and  later  a 
company  commander  and  logistics  officer 
with  the  9th  Motor  Transport  Battalion. 

“I  was  then  assigned  as  the  executive 
officer,  RS  Raleigh,  N.C.  in  June  1977  and 
later  became  the  commanding  officer.  This 
was  to  be  a difficult,  challenging  experi- 
ence, but  it  was  also  to  be  one  of  the  most 
rewarding  because  in  recruiting  you  feel 
you’ve  accomplished  something  very  special 
every  day.” 

According  to  the  colonel,  RS  Raleigh 
was  successful  because  the  SNCOs  and 
NCOs  were  very  supportive  and  applied  the 
techniques  of  the  newly  developed  System- 
atic Recruiting. 

(See  Pacesetter’s  XO,  page  8) 
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At  the  Ready 
On  Camera 

Story  and  photo  by 
Sgt.  Timothy  D.  Seelbach 

PANCO,  RS  Macon 


Recruiting  duty  draws  Marines 
from  all  disciplines.  In  any  recruiting 
substation,  everyone  from  a young  ad- 
ministration clerk  to  a salty,  weathered 
“grunt”  can  be  found. 

But  no  matter  where  the  Corps 
takes  those  Marines,  they  will  never 
pull  duty  like  that  of  recruiting-a 
complete  change  of  pace  and  lifestyle. 

Two  Marines  from  RSS  Atlanta, 
Ga.  supplement  that  change  with  yet 
another.  Staff  Sergeant  Michael 
Rouser  and  Sgt.  Earl  Mitchell  put  their 
telephone  calls,  area  canvassing  and 
home  visits  on  hold  and  stepped  under 
the  bright,  hot  studio  lights  at  an  At- 
lanta television  station. 

People  TV,  a strong  supporter  of 
the  Marine  Corps  Public  Service  Pro- 
gram, invited  the  two  recruiters  to 
come  over  to  their  station  to  localize  a 
few  Public  Service  Announcements. 

“I  was  really  excited  about  doing 
it,”  says  Mitchell,  who  had  been  on 
recruiting  less  than  a month  at  the 
time. 

After  reviewing  the  PSA  they 
would  tag,  Rouser  and  Mitchell  were 
given  their  scripts.  After  reading  the 
script  several  times,  the  two  Marines 
were  ready  for  the  camera,  or  so  they 
thought.  Reciting  their  lines  to  each 
other  seemed  simple,  but  stepping  onto 
the  set  was  a different  story! 

Fortunately,  it  only  took  a few 
takes  before  the  recruiters  worked  out 
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TAKE  TWO  ~ 
Sgt.  Eari  Mitchell, 
RSS  Atlanta  makes 
tags  to  localize 
PSAs. 


the  bugs.  It  didn’t  take  long 
before  they  started  ham- 
ming it  up  like  experienced 
anchormen. 

“I’ve  never  done  any- 
thing like  this  before,  but, 
after  a while,  I felt  comfort- 
able in  front  of  the  camera.” 

“We  were  very  fortu- 
nate to  have  a station  agree 
to  make  the  tags  for  us,” 
Rouser  says.  “I  think  we  will 
get  some  good  results  out  of 
it.” 

In  addition  to  making 
the  tags,  People  TV  agreed 
to  make  copies  of  the  fin- 
ished product  to  distribute 
to  other  stations  in  the 
Atlanta  area. 

After  making  the  tags, 
the  recruiters  got  a chance 
to  say  hi  to  fellow  Marines 
in  Saudi  Arabia  by  partici- 
pating in  a video  post  card. 


Tag  Tips 

Bring  the  following 
gear  with  you  to  the 
production: 

* 3/4"  cassette 

* 1 " tape  of  spot 

* Script/photohoard 

*Any  props,  slides, 
or  posters 

* Uniform 

*Comh,  small  mirror 
and  lint  brush 

* Extra  3/4"  cassettes 
for  copying  the  spot 
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all  to  Arms 

Recruiter  Returns  to  FMF 


7 spent  my  first  eight  years  in  the 
Corps  learning  to  fight ; now  there 
may  be  a chance  to  apply  what  Fve 
learned. " 

Sgt.  Stephen  Young 


FLEET  MARINE-  Sgt.  Stephen  Young 


Story  and  photo  by 
Sgt.  Tim  Shearer 

PANCO,  RS  Jacksonville 

Sgt.  Stephen  Young  is 
trading  his  recruiting  dress  blues 
for  the  simple  garb  of  a desert 
warrior,  and  volunteering  to 
return  to  the  Fleet  Marine 
Forces  deployed  to  Saudi  Ara- 
bia. 

The  Commandant  spelled 
out  the  details  for  Marines  in 
many  Military  Occupational 
Specialities  to  be  “short  toured” 
in  B-Billets  because  they  are 
needed  to  flesh  out  the  ranks  of 
units  deployed  with  Operation 
Desert  Shield  that  may  require 
as  many  as  50,000  Marines  in 
the  Persian  Gulf.  As  an  LAV 
(light  armored  vehicle)  crew- 
man, Young  answered  the  call 
to  arms. 

“I  can  serve  the  Corps  in  a big 
way  by  going  over  to  Saudi 
Arabia,”  said  Young.  “1  spent 
my  first  eight  years  in  the  Corps 
learning  to  fight;  now  there  may 


be  a chance  to  apply  what  I’ve 
learned.” 

Young  started  his  Marine 
Corps  career  as  an  infantryman 
with  1st  Battalion,  9th  Marines. 
Trained  as  a mortarman,  he 
deployed  around  the  world 
whetting  his  warrior  skills,  until 
a unique  offer  was  passed  his 
way  in  1983. 

“They  were  looking  for  volun- 
teers to  work  on  a new  vehicle, 
it  sounded  good  so  I jumped,”  he 
said. 

The  new  vehicle  turned  out 
to  be  the  light  armored  vehicle, 
and  he  went  to  Canada  with 
nine  other  Marines  to  be 
trained  as  instructors  on  the 
vehicle.  He  has  since  earned  the 
title  master  gunner,  a position 
that  makes  him  responsible  for 
the  training  of  other  LAV  crew- 
men. 

“Being  in  a Light  Armored 
Infantry  Battalion  is  a real  test 
of  teamwork,”  said  Young.  “The 
crew  of  each  vehicle  must  be 
totally  geared  to  work  together 


so  the  gunner  can  put  the 
rounds  on  target.” 

After  six  years  of  gunning 
with  1st  Light  Armored 
Infantry  Battalion,  Camp 
Pendelton,  Calif.,  he  opted 
for  another  change.  He 
decided  to  try  his  hat  at 
recruiting. 

“Recruiting  has  been 
good  and  has  shown  me 
some  things  about  the  Corps 
that  I never  have  discovered 
on  my  own,  especially  how 
active  the  retired  and  for- 
mer Marines  are  in  their 
communities.  The  Marine 
Corps  really  stays  with  you 
for  life.” 

With  his  recruiting  tour 
behind  him,  and  uncertainty 
of  the  situation  in  the  Per- 
sian Gulf  before  him,  his 
interest  in  current  events 
has  taken  on  a new  mean- 
ing. “I’ve  always  read  and 
stayed  up  on  what’s  going  on 
in  the  world...  now  I may  be 
part  of  history,”  he  said. 
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RSS  SPOTLIGHT 


■ <C:-~ 


RSS  COLUMBUS  - (left-right) 
Sgt.  Pauline  Stewart , SSgt.  Peter  C. 
Caddie,  Sgt.  George  S.  Lee,  Sgt. 
Nick  L.  Irvin  and  GySgt.  Troy  L. 
Byrom. 


Story  and  photo  by  Sgt.  Leah  Gonzalez 

PANCO,  RS  Montgomery > 

On  the  outer  edges  of  RS  Montgomery 
lies  one  of  the  most  productive,  team-oriented 
substations  within  the  RS,  Recruiting  Substa- 
tion Columbus,  Ga. 

The  team  of  Marines  consists  of  NCOIC 
GySgt.  Troy  L.  Byrom,  SSgt.  Peter  C.  Caddie, 
Sgt.  George  S.  Lee,  Sgt.  Nick  L.  Irvin  and  Sgt. 
Pauline  Stewart.  Their  success  comes  from 
team  concepts  that  were  put  in  place  by  GySgt. 
Byrom. 

“We  work  together  with  our  future  Ma- 
rines and  we  share  ideas  and  recruiting  styles,” 
said  Byrom.  “The  substation  couldn’t  work 
together  if  everyone  acted  as  individuals." 

This  environment  is  nutured  by  Byrom’s 
common  sense  attitude  and  a lot  of  hard  work 
by  the  recruiters.  “We  try  to  be  there  for  each 
other  and  foster  common  interests,”  said  By- 
rom. Their  most  common  shared  interests  are 
their  love  for  the  Corps,  their  families  and 
their  work. 

Along  with  these  interests,  the  recruiters 
work  together  on  a lot  of  community  relations 
activities  such  as  Toys  for  Tots  and  work  with 
local  veterans  organizations  on  projects  such  as 
a recent  War  Memorial  dedication,  in  which 
Lee  and  Stewart  were  key  players. 


Community  activities  don’t  stop  when  the 
uniform  comes  off  either.  For  example,  Sgt. 
Stewart,  a Gary,  Ind.  native  teaches  Sunday 
School.  She  also  takes  time  to  read  and  listen  to 
music.  However,  what  really  makes  her  day  is  to 
see  a future  Marine  return  a full-fledged  Ma- 
rine. 

The  rest  of  the  gang  enjoys  vigorous,  off- 
time  interest  and  activities.  SSgt.  Caddie,  from 
Barbados,  West  Indies,  enjoys  track  and  weight 
lifting.  “If  I’m  not  working  out,  I’m  with  my  chil- 
dren,” said  Caddie.  He  has  a son  Christopher,  5 
and  daughter  Aishah,  3. 

Sgt.  Irwin  also  likes  to  exercise  if  he’s  not 
busy  with  a local  civic  group.  The  LaGrange, 

Ga.  native  said  he  also  likes  to  motivate  his 
poolees  and  build  good  attitudes. 

McMinnville,  Tenn.  native,  Sgt.  Lee, 
enjoys  outdoor  sports  like  boating  and  fishing. 
However,  what  really  makes  him  happy  is  get- 
ting a contract.  “Because  I know  after  I close  out, 
I can  go  on  to  other  things  for  a while.” 

Byrom  considers  himself  more  of  a home- 
body when  he’s  not  working  with  his  recruiters. "I 
like  to  spend  time  working  around  the  house  on 
re-modeling  projects  and  of  course,  I enjoy  being 
with  my  wife  Jennifer,  and  eleven-year-old  son, 
Joseph.  But  when  it  comes  to  work,  what  really 
makes  my  day  is  knowing  our  team  is  doing 
everything  right.” 
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to  visit  RS’s  and  the  Marine  Corps  Family,  Col. 
Finnerty  finds  time  to  maintain  his  physical 
fitness  with  running  and  weight  workouts.  Ac- 
cording to  him,  physical  fitness  offers  an  oppor- 
tunity for  leadership  by  example  and  demon- 
strates that  with  proper  time  management,  one 
haven’t,”  said  Col.  Finnerty.  “Positive  leadership, can  find  enjoyment  even  with  a demanding  work 


Pacesetter’s  XO 

(Cont.  from  page  4) 

“The  criteria  for  enlisting  has  changed 
since  I was  at  Raleigh,  the  keys  to  success 


applying  the  techniques  of  systematic  recruit- 
ing, a strong  desire  to  win  and  a great  deal  of 
dedicated  hard  work  and  planning  will  make 
you  successful  in  recruiting." 

Col.  Finnerty  continued  his  education  at 
the  Naval  Postgraduate  School  and  received  a 
Master’s  Degree  in  Defense  Systems  Analysis 
followed  by  a tour  in  Requirements  and  Pro- 
grams Division  at  HQMC.  While  he  was  in 
Okinawa  he  served  as  the  battalion  com- 
mander of  2/12  and  briefly  as  the  acting  Chief 
of  Staff  9th  MEB  before  reporting  to  the  6th 
District  in  July  1990. 

“It’s  great  to  be  back  to  the  most  difficult 
job  in  the  Corps  short  of  combat,”  remarked 
the  colonel. 

In  addition  to  his  daily  duties  of  running 
the  headquarters  staff  and  making  road  trips 


and  road  schedule. 

Col.  Finnerty  also  attributes  his  success  to 
his  wife,  Lynda  and  daughters  Julie,  21,  Erin,  18, 
and  Tyler,  8.  “My  being  in  the  Marine  Corps 
makes  us  stronger  as  a family.  It’s  no  secret  that  a 
military  family  will  often  transfer  to  a new  state 
or  even  country.  This  means  leaving  behind  a 
stable  environment  and  good  friends.” 

“But,  this  is  when  we  learn  to  depend  on 
each  other  for  support.  It’s  a challenge  at  first  to 
start  all  over  again,  but  you  learn  to  adjust 
quickly.  It  has  made  us  very  flexible  to  say  the 
least.  No  matter  where  we’re  stationed,  we  know 
we’ve  got  each  other.” 

"And  being  a Marine  family  allows  us  to 
renew  old  friendships  as  well  as  develop  new 
ones.  We  are  very  excited  to  be  back  in  the  Sixth 
Marine  Corps  District." 


SSgt.  Kcnnclh  M.  Dvorak 


CAMMIE  UP--Sgt.  Ben  A.  Harvey  commies  up  a willing  participant  during  the  annual  Atlanta 
Area  Council  Scout  Show  held  recently.  Marine  volunteers  from  the  6th  MCD,  4th  FSSG  and 
MAG -49  instructed  more  than  400  Scouts  on  camouflage  techniques. 
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Desert  Shield  Update 


By  Maj.  D.  K.  Trout 

6th  MCD  PAO 


As  this  issue  of  the  Dixie 
Digest  goes  to  the  press  we  are 
rapidly  approaching  the  United 
Nations  deadline  for  Iraq  to  get 
out  of  Kuwait. 

The  United  Nations  estab- 
lished the  date  and  authorized 
the  use  of  force.  This  does  not 
necessarily  mean  that  we  will  go 
to  war,  but  it  does  mean  that 
President  Bush  has  the  full 
weight  and  measure  of  interna- 
tional law  and  world  opinion  to 
support  a decision  to  use  force  if 
he  sees  fit. 

Congress  will  continue  to 
debate  the  authority  of  the  Presi- 
dent to  declare  war.  That  is  how 
our  democracy  works  and  in  no 
way  undermines  the  President’s 
authority  as  our  Commander-in- 
Chief. 

By  the  time  you  read  this  we 
may  already  be  at  war  and  your 
mission  as  recruiters  will  be  even 
more  critical. 

There  are  potential  problems 
associated  with  wartime  recruit- 
ing that  you  need  to  be  aware  of 
to  keep  focused  on  your  mission. 

There  has  been  no  indica- 
tion from  HQMC  that  the  draft 
will  be  implemented.  Recruiting 
a volunteer  force  to  fight  a war 
will  be  extremely  challenging,  but 
our  strength  in  recruiting  has 
always  been  based  in  finding 
young  men  and  women  who  want 
to  serve  their  country  as  warriors. 


War  inflicts  casualties  and 
war  with  Iraq  may  inflict 
casualties  from  chemical  and 
biological  weapons.  The 
brutality  and  inhumane 
circumstances  of  that  scenario 
will  make  recruiting  tough. 
Mass  casualties  are  a very  real 
possibility. 

Casualty  notification  proce- 
dures within  the  Marine 
Corps  have  historically  dem- 
onstrated the  Corps’  commit- 
ment to  taking  care  of  our 
own.  Since  WWII  the  Marine 
Corps  has  notified  next  of  kin 


Terrorism  Alert 

Saddam  Hussein  may 
employ  terrorism  as  a 
weapon  against  U.S.  Forces. 
Terrorist  acts  are  criminal 
and  we  will  make  no  con- 
cessions to  terrorists. 

-Be  alert  and  be  prepared 


by  assigning  an  officer  or 
SNCO  to  make  the  actual 
notification  in  person  and  then 
assist  the  family  through  the 
traumatic  experience.  Marine 
Corps  Districts  throughout  the 
United  States  are  currently 
augmenting  their  staffs  in  a 
HQMC  directed  plan  to 
prepare  for  causalty  notifica- 
tion. The  plan  will  help  each 
District  HQ  to  manage  casual- 
ty information  and  assigning 
Casualty  Assistance  Call 


Officers  (CACO’S).  CACO’s 
are  being  assigned  from  the 
Reserves  and  will  be  trained 
at  the  District  and  reas- 
signed to  14  different  South- 
eastern cities.  Current  plans 
do  not  include  using  recruit- 
ers as  CACO’s. 

CACO’s  working  in  your 
geographic  area  will  be 
tasked  with  an  extremely 
difficult  and  emotionally 
demanding  mission.  They 
will  be  accompanied  by  a 
chaplain  when  possible  and 
a medical  officer  when 
required.  They  will  make 
funeral  arrangements,  ex- 
plain family  entitlements 
and  help  resolve  a myriad  of 
other  problems  associated 
with  wartime  casualties. 
CACO’s  will  also  be  assigned 
from  I&I  staffs  and  other 
active  duty  units  in  the 
District.  CACO’s  will  also 
assist  the  family  in  dealing 
with  the  press. 

If  you  are  asked  questions 
by  the  media,  avoid  specula- 
tion and  opinions  about  the 
war  and  details  about  a 
specific  casualty  or  a Marine 
family.  Your  empathy, 
patriotism  and  respect  are 
important  factors  in  main- 
taining the  Marine  Corps’ 
image  in  the  community  and 
in  continuing  to  make  mis- 
sion. 
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If  RAO  Notes 


By  Caph  Doug  G.  Olsen 

6th  MCD  RAO 


More  than  43  years  ago,  the  U.  S.  Marine 
Corps  and  the  J.  Walter  Thompson  advertising 
agency  formalized  a relationship  that  has  suc- 
cessfully supported  recruiters  with  enlistment 
campaigns,  sales  strategies  and  public  relations 
services  in  our  highly  competitive  market.  Re- 
cruiting slogans  such  as  “We’re  Looking  For  A 
Few  Good  Men”  and  “The  Few,  The  Proud, 

The  Marines”  can  be  credited  to  our  advertising 
agency  that  bears  the  name  of  it’s  founder,  and 
former  Marine,  James  Walter  Thompson. 

The  history  of  our  relationship  began  when 
James  Walter  Thompson  enlisted  in  the  Corps 
in  1864  and  served  on  the  U.S.S.  Saratoga. 

After  resigning  from  the  Corps,  he  began 
working  at  an  advertising  agency  and  later 
adopted  the  title  “Commodore”.  Then  in  1925, 
a highly  decorated  former  Marine  Corps  officer 
named  Sam  Meek  joined  the  Thompson  staff 
and  was  responsible  for  volunteering  recruiting 


services  to  the  Marines  and  solidifying  the 
relationship.  On  14  July,  1947  the  relationship 
was  formalized  when  the  Marine  Corps  ap- 
pointed J.  Walter  Thompson’s  Public  Relations 
and  Publicity  Department  to  begin  work  on  the 
following  advertising  and  public  relations 
services:  organize  and  develop  a nationwide 
enlistment  campaign;  provide  advice  on  sales 
strategy,  promotional  material,  posters,  pam- 
phlets, booklets,  etc.  Once  J.W.T.  had  their 
marching  orders,  they  developed  numerous 
successful  recruiting  campaigns  that  promoted 
Marine  Corps  awareness  and  generated  recruit- 
ing leads.  Through  the  50’s  and  60’s,  J.W.T. 
increased  public  relations  activities,  generated 
recruiting  posters,  established  the  direct  mail 
program,  and  assisted  with  retention  and  reen- 
listment advertising  promotions. 

In  1971,  the  Marines  were  first  in  TV  re- 
cruiting when  “Rose  Garden”  appeared  based  on 
the  following  guidance  to  J.W.T.  from  then 
Commandant,  Gen.  Leonard  Chapman:  “We’re 
a tough  club  to  join,  a tough  team  to  make,  no 
compromises,  no  shortcuts,  no  promises,  except 
one,  they’ll  be  Marines.” 


J.  Walter  Thompson ’s 
national  headquarters 
for  the  Marine  Corps 
account  is  located  in 
Atlanta,  Go. 
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In  the  late  70’s  and  early  80’s,  J.W.T. 
continued  to  build  our  message  based  on 
the  intangible  benefits  of  becoming  a 
Marine.  During  the  mid  80’s,  the  “Sword” 
and  “Knight”  TV  spots  received  numerous 
advertising  awards  for  effectiveness.  To 
kick-off  a new  era  in  our  TV  advertising, 
the  “J.W.T./Marine  Team”  is  producing  a 
new  TV  spot  that  builds  on  the  “Sword”  and 
“Knight”  theme  to  enhance  our  paid  and 
public  service  TV  efforts. 

As  we  move  into  the  90’s,  the  success  of 
our  marketing  strategy  will  depend  primar- 
ily on  our  ability  to  promote  an  elite  Ma- 
rine Corps  and  strengthen  the  recruiter-to- 
prospect  relationship. 

I encourage  you  to  communicate  your 
recruiting  needs  and  ideas  so  that  the  Ma- 
rine Corps  and  J.  Walter  Thompson  team 
can  continue  our  winning  tradition. 


USMC  photos  by 
SSgt.  Kenneth  M.  Dvorak 


(Above)  J.  Walter  Thompson,  former  Marine  and 
"Father  of  Advertising. " (Below)  USMC  logos  currently 
used  today. 


Marines 

The  Few.  The  Proud.  The  Marines. 

Marines 

Reserve  your  place  on  the  team. 
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■■'4 act  Team  Tips:  The  Double  "T"  Close 


Do  you  want  to  become  more  effective 
at  closing?  Are  you  at  a loss  for  words  when 
finding  out  what  the  prospect  really  wants? 
Would  you  be  interested  in  using  a tool  that 
organizes  your  sales  presentations?  Then  the 


Step  1 


Double  “T”  Close  is  what  you’ve  been  looking  for! 
However,  the  Double  “T”  Close  only  works  in  a 
sales  presentation  where  the  benefit  tags  have 
been  used.  It  will  help  you  to  discover  the  pros- 
pect’s real  wants  and  needs  and  turn  your  presen- 
tation into  a contract.  The  following  steps  have 
proven  successful  for  a number  of  recruiters  and 
may  prove  to  be  dynamite  for  you. 

STEP  1.  Place  two  “Ts”  side  by  side  on  a 
visual  aid  like  a chalk  board,  butcher  paper  or 
easel  board. 

STEP  2.  Place  your  prospect’s  objective 
above  the  first  “T”,  for  example:  College.  On  the 
left  side  write  “For”  and  on  the  right  side  write 
“Against.” 

STEP  3.  Use  open  probes  to  get  your  pros- 
pect to  speak  freely  about  his  reasons  for  going  to 
college.  As  he/she  gives  you  reasons  list  them  on 
the  “For”  side  of  the  college’T.” 

You  should  then  confirm  your  understand- 
ing by  asking  “So,  what  you  are  saying  is  that  your 
primary  reason  for  going  to  college  is  to  increase 
your  potential  of  getting  a good  job  and  your 
marketability  later  on,  right?”  Then  “job”  should  be 
the  first  thing  listed  in  the  “For”  column. 

STEP  4.  Once  the  "For"  side  is  completed, 
begin  to  fill  in  the  “Against”  side.  It  is  important 
that  you  involve  your  prospect  and  use  open 
probes  to  get  him  to  speak  freely  to  you  about  his 
reasons  why  he  might  not  want  to  go  to  college. 

As  you  are  given  reasons,  list  them  on  the  “Against” 
side  of  the  college  “T.”  Make  sure  you  clarify  and 
confirm  what  your  prospect  is  saying  so  you 
understand  and  have  a clear,  accurate  picture  of 
what  your  prospect  wants  . The  college  “For”  side 
should  outweigh  the  “Against”  side.  It  is  important 
that  you  are  sincere  and  point  out  to  the  prospect 
what  your  conclusion  is  of  the  college  “T.”  You 
might  conclude  by  saying  something  like,  “Based 
on  this  it  looks  like  college  is  the  best  thing  for 
you  wouldn’t  you  agree?”  After  the  prospect  re- 
plies, you  come  back  and  say,  “But,  now  take  a 
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look  at  what  the  Marine  Corps  has  to  offer.” 

STEP  5.  On  top  of  the  second  “T”  write 
Marine  Corps.  Put  “Against”  on  the  left  side 
and  “For”  on  the  right  side. 

STEP  6.  Keep  the  prospect  relaxed  and 
speaking  freely  by  the  continued  use  of  open 
and  closed  probes.  Remember  to  use  your 
interactive  listening  skills.  By  listening  effec- 
tively, you’ll  allow  the  prospect  to  reveal  his/ 
her  real  reasons  for  not  enlisting.  When  the 
reasons  are  revealed,  write  them  on  the 
“Against”  side  of  the  “T.” 

STEP  7.  Once  you  have  completed  the 
“Against  side,  move  over  to  the  for  side  of  the 
“T”  and  list  the  benefits  the  prospect  has  already 
accepted. 

STEP  8.  The  secret  of  success  of  the 
Double  “T”  close  is  that  it  must  relate  to  an 
ultimate  goal  or  objective  of  the  prospect. 
“WIIFM.”  What’s  In  It  For  ME?  To  expose  this, 
write  the  word  “job”  centered  below  the  two 
“T”s.  Ask  your  prospect,  “Would  you  agree  that 
the  ultimate  goal  for  all  of  us  is  a good  paying 
job?  Your  prospect  will  of  course  answer  yes. 

At  this  point  below  the  word  “job”  write  two 
names,  the  one  on  the  left  write  (Joe)  and  on 
the  right  side  write  (You).  Below  the  name 
(Joe)  write  the  following  information:  4 year 
degree,  no  experience.  Under  the  (You)  write: 

2 year  degree,  4 years  of  experience,  and  what 
benefit  tags  he  had  agreed  on. 

STEP  9.  Have  your  prospect  put  his/ 
herself  in  an  employer’s  position.  Ask  “As  an 
employer,  who  would  you  hire?”  Before  saying 
anything  else,  erase  the  word  “You”  and  write 
“Me.”  Then  set  your  action  plan.  “So  don’t  you 
see  how  being  in  the  Marines  will  increase  your 
marketability  for  future  employment,  financial 
security  and  increase  your  success  rate?” 

Editor’s  Note:  The  Double  "T"  Close  tech- 
nique is  a basic  close  which  may  save  you  some 
valuable  time.  Try  it,  you  may  be  suprisecL 
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liter  Honor  Roll 


8 Contracts 

*Sgi.  C.  Johnson,  RSS  Jackson,  Miss. 

6 Contracts 

*Sgt.  M.  Tisdol,  RSS  Stone  Mountain,  Ga. 
*Sgt.  J.  Schwalback,  RSS  Daytona  Beach,  Fla. 

5 Contracts 

Sgt.  S.  Smith,  RSS  Kings  Bay,  Ga. 

Sgt.  R.  Jones,  RSS  Gainesville,  Ga. 

Sgt.  R.  Caldwell,  RSS  N.  Charleston,  S.C. 

4 Contracts 

*MSgt.  D.  Butler,  RSS  Ft.  Pierce,  Fla. 

GySgt.  L.  Mills,  RSS  Macon,  Ga. 

SSgt.  R.  Miller,  RSS  Jonesboro,  Ga. 

SSgt.  R.  Williams,  RSS  Pensacola,  Fla. 

Sgt.  D.  Garcia,  RSS  Hialeah,  Fla. 

Sgt.  D.  Cowie,  RSS  Ft.  Myers,  Fla. 

Sgt.  J.  Matos,  RSS  S.  Dade,  Fla. 

Sgt.  G.  Smith,  RSS  Daytona  Beach,  Fla. 

Sgt.  S.  Smith,  RSS  Kings  Bay,  Ga. 

Sgt.  W.  Carson,  RSS  Jacksonville,  Fla. 

Sgt.  R.  Fermin,  RSS  Savannah,  Ga. 

* Sgt.  R.  Sumner,  RSS  Asheville,  N.C. 

Sgt.  J.  Lyles,  RSS  Valdosta,  Ga. 

* Sgt.  E.  Dominguez,  RSS  Tampa,  Fla. 

Sgt.  B.  Hardy,  RSS  Lakeland,  Fla. 

Sgt.  R.  Britt,  RSS  Jackson,  Miss. 

Sgt.  J.  Morton,  RSS  Vestavia  Hills,  Ala. 

Sgt.  I.  Marcum,  Jr.,  RSS  Anniston,  Ala. 

Sgt.  J.  Allan,  RSS  Kennesaw,  Ga. 

Sgt.  R.  McQuiston,  RSS  Kennesaw,  Ga. 

Sgt.  L.  Daniels,  RSS  Greenville,  Ga. 

Sgt.  R.  Schaeffer,  RSS  Johnson  City,  Tenn. 

Sgt.  D.  Leighty,  RSS  Nashville,  Tenn. 

Sgt.  J.  Berry,  RSS  Johnson  City,  Tenn. 

*Denotes  RS  Recruiter  of  the  Month 


Cpl.  Lidward  Rivera 

FUTURE  MARINE  — Staff  Sergeant  Benjamin 
Renfroe,  RSS  West  Palm  Beach,  monitors  a 
future  Marine  during  a recent  circuit  course 
competition. 
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Recruiter  o f the  Month 


RS  Jacksonville 

Sgt.  Jon  Schwalback  of  RSS  Daytona 
Beach,  Fla.  wrote  six  contracts. 

"I  managed  to  put  everything  together. " 

Primary  MOS:  Infantryman 
Hometown:  Daytona  Beach,  Fla. 

Family:  Single 


RS  Raleigh 

Sgt.  Robert  Sumner  of  RSS  Asheville,  N.C. 
netted  four  contracts. 


"Persistence  and  aggressive  prospecting  made 
things  come  together  in  the  end. " 


Primary  Mos: 

Embarkation  Clerk 

Hometown: 

Henderson,  N.C. 

Family: 

Wife  Krystal,  and  son  William, 

9 mo. 

RS  Macon 

Sgt.  Mizell  Tisdol  of  RSS  Stone  Mountain, 
Ga.  has  sealed  the  title  with  six  contracts. 

"I  had  a burning  desire  to  succeed. " 

Primaiy  MOS:  Unit  Diary  Clerk 

Hometown:  Miami,  Fla. 

Family:  wife  Desiree,  and  daughters, 

Tiffany, 2 and  Camille,  1 

RS  Ft.  Lauderdale 

MSgt.  David  Butler  of  RSS  Ft.  Pierce, 

Fla.  claimed  the  title  by  writing  four  contracts. 


RS  Orlando 

Sgt.  Eddy  Dominguez  of  RSS  Tampa  , Fla. 
netted  four  contracts. 

"It  was  a tough  month,  but  with  teamwork  / 
was  able  to  meet  mission. " 

Primary  MOS:  KC-130  Structure  Mechanic 
Hometown:  Miami,  Fla. 

Family:  Wife  Cindy,  sons  Antonio, 3 

and  Jose,  10  mo. 


RS  Montgomery 

Sgt.  Claude  Johnson  of  RSS  Jackson,  Miss, 
captured  the  title,  netting  eight  contracts. 

"Community  colleges  put  me  on  top. " 

Primary  Mos:  Mortarman 
Hometown:  Goldsboro,  N.C. 

Family:  Wife  Carolyn,  son,  Brandon, 2, 

and  daughter  Shakara,5 


RS  Nashville 

Sgt.  Jeffrey  Berry  of  RSS  Johnson  City,  Tenn. 
closed  with  three  contracts. 

"Referrals  and  follow-ups  did  it  for  me  this 
month. " 

Primary  MOS:  Infantryman 
Hometown:  Elizabethton,  Tenn. 

Family:  single 


'Taking  charge  and  setting  the  example  as  an 
NCOIC." 

Primary  MOS:  Motor  Transportation 

Hometown:  Atlanta,  Ga. 

Family:  single 


Congratulations 
-- great  month! 
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The  race  is  on! 


